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(57) ABSTRACT 

A method of is provided for product companies Who gen 
erally compete With each other, but do have various products 
that Would otherWise compliment one another, to collaborate 
together through a global computer network by consolidat 
ing their respective product inventories into a shared e-com 
merce system Which alloWs for product con?ict resolution so 

that each company may send their respective customers into 
the same online environment through individual Web 
addresses/URLs Where the environment then tailors itself to 
a speci?c company’s brand and products but also offers 
complimentary products of the other participating compa 
nies therefore alloWing each company to Work together, 
share customers, and sell complimentary products of one 
another all through a neutral third party e-commerce revenue 

sharing technology. 
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SYSTEM OF REVENUE SHARING IN A 
COMPUTER NETWORK ENVIRONMENT 

CROSS-REFERENCE TO RELATED 
APPLICATIONS 

[0001] This patent application is related to US. Provi 
sional Patent Application Serial No. 60/285,536 ?led Apr. 
20, 2001 for METHOD OF UPSELLING AND REVENUE 
SHARING, Which application is incorporated herein by this 
reference thereto. 

BACKGROUND OF THE INVENTION 

[0002] This invention relates generally to a method of 
providing product companies Who generally compete With 
each other, but do have various products that Would other 
Wise compliment one another, to collaborate together 
through a global computer netWork by consolidating their 
respective product inventories into a shared e-commerce 
system. More particularly, the present invention relates to a 
method and system Wherein each company may send their 
respective customers into the same online environment 
through individual Web addresses/URLs Where the netWork 
environment tailors itself to a speci?c company’s brand and 
products and can also offer complimentary products of the 
other participating companies. This alloWs each company to 
Work together, share customers, and sell complimentary 
products of one another all through a neutral third party 
e-commerce revenue sharing technology. 

[0003] Direct Response Advertisers (“DRAs”), Who 
advertise their products through television or other media 
are concerned about doing business on the Internet because 
of the basic incompatibility of online shopping cart tech 
nology to support DRAs’ multi-faceted sales approaches. 
Therefore, What is needed is a Way to support multi-faceted 
sales similar to the conventional method by Which Direct 
Response Television Campaigns are transacted using an 
800-number live operator call processing environment. 

[0004] Basically, under this conventional model, a product 
is advertised over the television and customers are encour 
aged to call the number shoWn in the advertisement. A 
customer calls the number, is thereby patched through to a 
call center, Where their name, address, and credit card 
information is captured over the phone to consummate the 
sale of the advertised product, knoWn as the “base” product. 
In some cases there are more than one base product that a 

consumer can choose from as in the case of a music offer that 
is available in either a Compact Disc format or on Audio 
Tape. In yet other cases, one or more pre-sell options may be 
offered. For eXample, in the case of advertising a base 
product for ?ve payments of $19.95, a pre-sell option may 
be used to provide an incentive to consumers Who are 
Willing to make one easy payment of $99.75 instead of ?ve 
payments of $19.95. After the caller’s information is cap 
tured, including credit card information, and the correct base 
product is chosen and/or pre-sell is made, if applicable, the 
operator then offers additional items that can be added to the 
base purchase. These additional items are commonly knoWn 
as “upsell” products. 

[0005] These upsell products typically relate to the adver 
tised product, such as additional units at a discount, a related 
product, a Warranty, etc., and they usually have a proven 
track record of being of interest to customers of the base 
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product. The telephone operator transacts the multi-faceted 
sale by telling the customer about each upsell product, 
including the bene?ts of the product, the price, and the 
savings available With an immediate purchase. As the opera 
tor offers each upsell, the customer chooses Whether or not 
to accept the offer. After the operator has presented all 
available upsells the call is then typically concluded Without 
the operator providing a sales total. The customer is simply 
provided With shipping information such as, “Your order 
Will arrive in 2-3 Weeks” and thanked for their order. 

[0006] Direct Response Advertisers (“DRAs”) are by 
nature forced to use a multi-faceted sales approach in order 
to increase revenues to a level Where they can pro?t. For 
eXample, When advertising a product for a loW price, such as 
for instance $19.95, it is imperative that upsell products are 
offered and converted at the point of purchase otherWise the 
advertiser Would likely not generate enough income to pay 
for the costs of the advertising time. Because of this eco 
nomic reality, DRAs usually offer upsells as part of their 
multi-faceted sales approach. In order to keep upsell per 
centages as high as possible, and to avoid order abandon 
ment, DRAs generally do not provide sub-totals during the 
telephone sales process nor a grand total at the end of the 
sale for fear that the aggregate amount might trigger an 
adverse reaction. 

[0007] The most Widely used method of making Internet 
transactions today is the online shopping cart method. Using 
the online shopping cart method, a customer may select a 
product or service that he or she desires by pointing at the 
item on a computer screen and clicking a computer mouse 
button. This causes the item to be placed on a list or “in a 
shopping cart” that keeps a tally of all currently selected 
items for vieW by the customer. Additional individual items 
can be selected and added to this shopping cart at anytime, 
and selected items can also be easily removed from the 
shopping cart. 

[0008] As the customer adds items to the shopping cart, 
the total price of the accumulated sale groWs. One result of 
using this common shopping cart approach is that, as a 
customer accumulates different items in his or her shopping 
cart, the shear cost of the accumulating bill may encourage 
the customer to abandon the entire shopping cart altogether, 
commonly referred to as “shopping cart abandonment.” 

[0009] As discussed above, DRAs have developed valu 
able and proven methods to generate sales using a multi 
faceted sales approach Which generally does not include 
providing consumers With sub-totals during the purchase or 
a grand-total at the end of the purchase. Moreover, DRAs 
have developed proven methods of offering and selling 
upsell products to consumers at the time of purchase. Under 
a typical shopping cart method, DRAs are not able to offer 
upsell products separate from the base products since all 
products placed into the shopping cart basket are treated as 
a single larger sale causing unacceptable order abandon 
ment. Further, since DRAs use multiple upsells for every 
base product it becomes very dif?cult to present all relevant 
upsells to consumers as they place multiple base products in 
their shopping cart. For example, a consumer may place four 
base products into their shopping cart each of Which may 
have four upsells. This Would require the consumer to be 
presented With a total of 16 upsells at checkout, Which 
shopping carts Were not designed to support. Even if such 
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upsells could be supported, the resulting grand-total upon 
checkout Would lead to the undesirable result of the cus 
tomer ultimately developing “sticker shoc ” and abandon 
ing the shopping cart entirely. 

[0010] In the absence of an alternative to the online 
shopping cart model to support multi-faceted sales over the 
Internet, DRAs that rely upon upsells as part of their 
business model have typically chosen either to forego this 
potential upsell revenue over the Internet or to forego 
Internet transactions entirely. That is, once a DRA has 
expended substantial sums attracting a customer to purchase 
the base product, the DRA is unWilling to send the consumer 
to a Website Where they are unable to offer their upsell 
products and/or risk order abandonment by doing so. Thus, 
for any such sale transacted over the Internet, the DRA 
Would be forced to forego these upsells, given the limitations 
of online shopping-cart technology, and as a result may 
enjoy substantially less revenue per customer over the 
Internet than through the conventional call center method. 

[0011] Thus, DRAs have not been able to take full advan 
tage of their multi-faceted sales approach through the Inter 
net Without concomitantly risking losing the very customer 
transaction that they have spent so much effort to attract. 

[0012] The incompatibility of shopping carts With the 
multi-faceted sales approach has also made it impossible for 
DRAs to use Web addresses in television commercials When 
Working With television Stations on a revenue sharing basis. 
Acquiring media from stations on a shared risk or revenue 
sharing basis is a multi-million dollar business in the direct 
response television industry. When offering stations a com 
mission per sale, resulting from consumers calling unique 
800 numbers being aired by unique stations, the DRA Will 
typically account for upsell sales by increasing the commis 
sion per “base sale” offered to stations. For eXample, on a Ab 
Exercise product, the base product may sell for $29.95 but 
because of upsells the average sale might be $49.95. Accord 
ingly, Where a DRA might share only 50% of the $29.95 
base sale as revenue With a television station ($14.97), they 
Would noW be able to pay the station $24.95 per base sale. 
Given the eXpense of television time, revenue sharing With 
television stations is very competitive, and the upsell rev 
enue becomes critical in making advertising campaigns 
economically viable. Because of the standard shopping cart 
approach that does not support or convert product upsells, 
DRAs can not afford to pay the same commission to 
television stations When people order the advertised product 
over the Internet. Since there is a negative economic bene?t 
caused by sending consumers to the Web to order, through a 
shopping cart, neither the DRA nor the television station can 
justify supporting Web ordering as part of their revenue 
sharing arrangement, and therefore typically include only an 
800 number to order. 

[0013] Therefore, What is also needed in the art is a 
method for use over the World Wide Web of generating 
upsells While nevertheless eliminating online shopping cart 
abandonment so that DRAs can enjoy and share With one 
another the increased revenue that results from upsells an 
When selling their products over the Internet and transacting 
business in a shared e-commerce revenue sharing environ 
ment. In addition, a method for alloWing television stations, 
Working With DRAs on a revenue sharing basis, to also 
particulate in the same shared e-commerce revenue sharing 
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environment Where they can noW be compensated for Web 
orders on the same economic basis as 800 phone call orders 
as Well as share in additional commissions earned by con 
sumers buying other complimentary products Which is one 
of the distinct bene?ts that every member of the online 
revenue sharing netWork technology enjoys. 

SUMMARY OF INVENTION 

[0014] The present invention involves a method of pro 
viding product companies that generally compete With each 
other, but have various products that Would otherWise com 
pliment one another, the ability to collaborate through a 
global computer netWork by consolidating respective prod 
uct inventories into a shared e-commerce system. The inven 
tion also alloWs for product con?ict resolution so that each 
company can send their respective customers into the same 
online environment through individual Web addresses/URLs 
Where the environment then tailors itself to a speci?c 
company’s brand and products. Offers of complimentary 
products of the other participating companies are possible, 
alloWing each company to Work together, share customers, 
and sell complimentary products of one another all through 
a neutral third party e-commerce revenue sharing technol 

[0015] Thus, one embodiment of the present invention 
involves the steps of advertising for sale by a target orga 
niZation of one or more of its target products or services and 
offering to transact a sale of these products or services 
through a target Internet Website, displaying one or more 
Web pages through this target Website Which display not only 
the target organiZation’s products or services but also lateral 
products or services for sale by participating lateral organi 
Zations; and alloWing those participating lateral organiZa 
tions to thereby offer for sale their lateral products or 
services. 

[0016] More speci?cally, one important facet of this 
invention is the fact that a number of companies in the same 
industry Who are normally in direct competition With one 
another, can noW cooperate With a ?nancial advantage to 
each other over a global computer netWork. In accordance 
With this arrangement, an organiZation (e.g., a target orga 
niZation), Which offers certain selected products, can also 
promote to its ?nancial advantage, products of a competitor 
(lateral organiZation). By alloWing the customer to vieW Web 
pages of the lateral organiZation, along With the target 
organiZation’s oWn target products, it can arrange for the 
sale of those lateral products and generate a commission, 
Which Would otherWise not have been earned. 

[0017] In addition to the above, any one organiZation, such 
as a target organiZation, can increase or otherWise modify, its 
product line to essentially alloW for marketing and sale of 
the products of its competitors. As a simple eXample, a 
hardWare that offered a limited range of tools can noW offer 
a Wide range of tools through the display of Web pages of its 
competitors containing tools not in the inventory of the 
target organiZation. Not only does this increase customer 
satisfaction, it also leads to a good potential for return 
customers. Moreover, this arrangement provides for a more 
competitor friendly marketing and selling atmosphere, to an 
eXtend Which did not heretofore eXist. 

[0018] In addition to the above, revenue sharing alloWs 
each of the organiZations, including the target organiZations 
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and the lateral organizations, to sell their respective products 
and Where both can gain ?nancial reWard. 

[0019] This approach can also be utilized With a method of 
upselling as described in Applicant’s co-pending application 
?led Apr. 19, 2002 entitled SYSTEM OF UPSELLING IN 
A COMPUTER NETWORK ENVIRONMENT, serial num 
ber not yet assigned, to sell additional goods or services. 

[0020] It is therefore an object of the present invention to 
provide a method for gathering together disparate companies 
over a global computer netWork, including companies that 
regularly compete With each other for customers and Who 
might not otherWise cooperate, to provide a single source or 
a single netWork of sites to meet more of the customers’ 
needs. 

[0021] It is also an object of the present invention to 
provide a single industry-Wide Website Where customers can 
visit and purchase products from companies that otherWise 
directly compete With one another. 

[0022] Another object of the present invention is to pro 
vide an overall increased Internet eXposure for a company’s 
products. 
[0023] It is also an object of the present invention to 
provide for an additional stream of revenue for a company 
once it has. attracted customers to the Website or netWork of 
sites. 

[0024] Still another object of the present invention is to 
provide an Internet search and marketing model that pro 
vides more revenue, poWer, and leverage to the participating 
companies than under currently available Internet search and 
clearinghouse models. 

[0025] Still another object of the present invention 
involves providing additional incentives for a Direct 
Response Advertiser (“DRA”) to offer its products directly 
to customers over the Internet Where up to noW DRAs have 
been reluctant to transact business. 

[0026] A further object of the present invention is to 
provide a method of revenue sharing Where advertisers can 
reWard each other, and their affiliates, at rates that are similar 
to the convention telephone-center model Where upsells 
have alWays been supported. 

[0027] A still further object of the present invention is to 
provide a method for promoting product-speci?c upsells 
While protecting against abandonment of the base product 
sale. 

[0028] These and other objects and advantages of the 
present invention Will be apparent from a revieW of the 
folloWing speci?cation and accompanying draWings. 

BRIEF DESCRIPTION OF THE DRAWINGS 

[0029] FIG. 1 is a diagram illustrating one embodiment of 
the present invention shoWing a host Website and a number 
of store front Websites for a number of participating orga 
niZations. 

[0030] FIG. 2 is a printout of a store front page of a 
Website of one embodiment of the present invention shoW 
ing a number of base products. 

[0031] FIG. 3 is a printout of a subsequent Web page 
displaying a number of products, including some lateral 
products. 
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[0032] FIG. 4 is a printout of a store front Web page of 
another participating company shoWing a number of its base 
products. 
[0033] FIG. 5 is a printout of a subsequent Web page of the 
company of FIG. 4 shoWing a number of products, includ 
ing some of lateral products. 

[0034] FIG. 6 is a printout of a store front Web page of yet 
another participating company shoWing a number of its base 
products. 
[0035] FIG. 7 is a printout of a subsequent Web page of the 
company of FIG. 6 shoWing a number of products, includ 
ing some of lateral products, but not the directly competing 
product as discussed beloW. 

DESCRIPTION OF THE PREFERRED 

EMBODIMENT(S) 
[0036] The detailed description set forth beloW in connec 
tion With the appended draWings is intended as a description 
of presently-preferred embodiments of the invention and is 
not intended to represent the only forms in Which the present 
invention may be constructed and/or utiliZed. The descrip 
tion sets forth the functions and the sequence of steps for 
constructing and operating the invention in connection With 
the illustrated embodiments. HoWever, it is to be understood 
that the same or equivalent functions and sequences may be 
accomplished by different embodiments that are also 
intended to be encompassed Within the spirit and scope of 
the invention. 

[0037] One embodiment of the present invention involves 
the Direct Response Television (“As Seen on TV”) Industry. 
Because of the invention, Direct Response Advertisers 
(“DRAs”) Who advertise their products through television 
advertisements are able to collaborate together each driving 
Web traffic from television into a shared e-commerce system. 
The e-commerce site then tailors itself according to the 
given URL information to appear as a branded AS SEEN 
ON TV superstore for a speci?c DRA containing its oWn 
products on the front page and all complimentary products, 
of other participating DRAs, on subsequent Web pages 
Within the site. 

[0038] Thus, an embodiment of the present invention 
involves a system and method of revenue sharing Wherein 
several companies can sell their products over the Internet in 
either a netWork of Websites or in a single Website. Each 
participating company or organiZation may have a unique 
“store front” Web page Wherein a customer of that company 
Would ?rst see that company’s advertised products, and 
secondarily may also vieW and purchase the products of 
other participating companies. The customer is carefully 
tracked so that the participating company or organiZation 
that the customer ?rst visits—referred to herein as the 
“target” company because it is the target of the advertise 
ment that initially interested the customer—Will enjoy a 
commission from any sale of products of other participating 
companies during that Web session or visit by the customer. 
Under certain circumstances, the customer is likeWise 
tracked during subsequent Web sessions, alloWing the origi 
nal target company or organiZation to again enjoy in similar 
commissions for sales made during subsequent Web ses 
sions. 

[0039] As shoWn in FIG. 1, one embodiment of the 
present invention involves a method of revenue sharing 
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wherein a single host company 10 manages several “store 
front” websites 20 through a single “host” website 15. Each 
store front website corresponds to a participating company 
or organiZation 30 and comprises a display of products or 
services for sale 40-48, some of which are the corresponding 
company’s products or services, and others of which are 
products of other participating companies. 

[0040] Each participating company 30 advertises its store 
front website 20 as a way its customers can purchase its 
advertised product or products 40-48. When a customer 50 
chooses to purchase the advertised product through the 
company’s website, the customer will type in the website 
address as shown in the advertisement. For the purposes of 
this application, the advertising company that attracted the 
customer will be referred to as the “target” company as 
distinguished from the other participating companies, and 
the advertised product will be referred to as the “base” 
product as distinguished from products customarily related 
to the base product and often offered for sale in connection 
with the base product (referred to herein as “upsell” prod 
ucts) as well as the products offered for sale by the other 
participating companies (referred to herein as “lateral” prod 
ucts). 
[0041] For the purposes of illustration, applicant refers 
herein to “a network of websites” or a “host website” 
managing several “store front websites.” These references 
should be construed to equally refer to an arrangement 
where the “store front” websites are simply a URL address 
that routes the customer to the host website. In this embodi 
ment, the host website acknowledges which URL routed the 
customer to it, thereby identi?es the target company, and 
then tailors the website presentation and the various scripts 
according to the wishes of the target company. This latter 
arrangement is equally referred to herein as a “network of 
websites” and a “host website” managing several “store 
front websites.” 

[0042] Thus, when the customer types in the advertised 
website address into his or her computer, the software in the 
host website 15 keeps track of this initial contact informa 
tion, such as by assigning a tracking code to the customer or 
by placing a cookie on the customer’s computer, or both. 
Based on the store front website address the customer typed 
in, the host site identi?es the corresponding target company 
or organiZation 30 and displays a customiZed web page that 
operates like an online “store front” for the target company 
as shown in FIG. 2. Many of the various design features of 
the store front are selected by the target company, such as the 
company logo, where it is displayed, what color combina 
tions and graphical interface features are displayed, and the 
like. For all practical purposes, therefore, the store front 
website becomes a store front presence over the Internet for 
the target company. 

[0043] Also, the products offered for sale through this 
store front and the arrangement of these products are dic 
tated by the target company and will typically correspond 
with the target company’s current advertising campaigns, 
promotional drives, and/or currently-aired infomercials. 
That is, the ?rst web page of store front website will 
typically contain the target company’s most popular or most 
heavily marketed products at any given time, and may be 
regularly monitored and updated by the target company. 
Subsequent web pages, however, will ordinarily contain the 
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products of other participating companies, referred to herein 
as “lateral” products, eXcept that any such lateral product 
that directly competes with a product of the target company 
will be removed from these subsequent web pages of the 
target company’s site. 

[0044] In one embodiment, competitors actually allow 
their products to be shown in the subsequent web pages of 
each other’s store front website. For example, company X 
and company Y may be staunch competitors in one or even 
many product offerings. In this embodiment, they each 
nevertheless bene?t from having a website managed by the 
host website which would manage a relatively unique store 
front website for company X and a relatively unique store 
front website for company Y. Each store front website 
contains links to other, subsequent web pages that show the 
competitor’s products to the eXtent that the products do not 
create a direct con?ict, but would not display the competi 
tor’s directly competing product. 
[0045] For instance, as shown in FIG. 2, company X may 
sell an omelet making product under the “Perfect Omelet” 
trademark, company Y may sell a directly competing omelet 
cooker under the “Omelet Wave” trademark. A customer 
who sees an advertisement for a company X product and 
thereby visits company X’s store front website would ?nd 
the Perfect Omelet offered for sale, either in the ?rst web 
page or at least on a subsequent web page, depending on 
company X’s business decision on what products to promote 
most heavily at a given time. This customer, however, would 
not ?nd the Omelet Wave product anywhere. 

[0046] On the other hand, a customer who visits company 
Y’s store front website would ?nd the Omelet Wave product 
offered for sale, either on company Y’s ?rst web page or on 
a subsequent web page, as shown in FIG. 7, but would not 
?nd the Perfect Omelet offered for sale anywhere during his 
or her visit. While other lateral products from company X 
will be viewable by this customer and therefore readily 
available for purchase, the con?icting Perfect Omelet prod 
uct will not be displayed to this customer. 

[0047] This will have the tendency of promoting company 
Y’s Omelet Wave product to to customers that were attracted 
to visiting company Y’s store front website, presumably due 
to seeing the website advertised in a company Y advertise 
ment. In this way, company Y can participate in this website 
and revenue sharing arrangement and still rest assured that 
its customers brought in by its advertising will be more 
likely to purchase its Omelet Wave, and company X can 
participate in this website and revenue sharing arrangement 
and still rest assured that its customers brought in by its 
advertising will be more likely to purchase its Perfect 
Omelet. 

[0048] Additionally, when a customer follows a company 
X advertisement and thereby visits company X’s store front 
website, to give company X its due credit for attracting the 
customer to this network of websites, a standard noninvasive 
cookie is placed on the customer’s computer identifying the 
customer as initially a company X customer. As a result, if 
the customer again visits any of the websites or subsequent 
web pages anytime within a predetermined period of time, 
such as siX months or a year, company X continues to get 
credit—and commissions if applicable—for the customer’s 
return and any purchases made, provided that this latter visit 
does not itself occur through the store front website of 
another participating company. 



US 2002/0156700 A1 

[0049] This allows competitors, even direct competitors 
that Would likely not otherWise cooperate in any commercial 
venture, to market their products under a single host Website 
15 While at the same time never risking any signi?cant loss 
of customers to direct competitors nor any violation of any 
anti-competition laWs. As a result, the host Website 15 could 
itself be advertised as a site to visit for all of the public’s 
industry-related needs, such as a plumbing site, a house 
Wares site, a services sector site, and the like. 

[0050] The bene?ts in this embodiment to company Y, 
hoWever, greatly outWeigh its tendency to trenchantly avoid 
cooperating With a direct competitor. First, as discussed 
above, company Y can participate in this netWork of Web 
sites Without the fear that its oWn customers Will buy 
company X’s directly competing product through this net 
Work of Websites. Second, this model of a netWork of 
Websites managed by a host Website alloWs company Y to 
provide its customers With a much greater selection of 
products, including non-con?icting lateral products (i.e., not 
directly competing With a company Y product) supplied by 
other participating companies. Third, company Y’s oWn 
non-con?icting products Will be equally offered for sale to 
the customers of the other participating companies, as Well 
as any upsell products as further described beloW. Fourth, for 
every customer of company Y Who buys a lateral product 
(i.e., a product supplied by another participating company), 
company Y earns a commission. Fifth, as the particular 
netWork of Websites groWs to encompass, for eXample, a 
majority of a given industry or a siZable “online mall,” 
company Y Will Want to be involved in the netWork of 
Websites because they Will become essentially the primary 
shopping destination, or company Y may in fact ?nd that it 
cannot afford not to be in the netWork. 

[0051] The price of all of this added eXposure is minimal. 
Each host Website manages all of the technical issues of the 
Website netWork, and provides the above-listed services, in 
eXchange for a nominal fee, such as a ?Xed dollar amount 
per item sold or some other transaction fee based on for 
instance the amount of sales. Also, as described above, 
company Y Would be required to pay a commission to 
participating company X for any sale of a company Y 
product to a customer brought into the netWork through 
company X’s store front Website. 

[0052] This too is seen as very advantageous to company 
Y even though its revenues are reduced by this commission 
amount on such sales since the sale Would presumably not 
have occurred at all, but for this participating company’s 
advertising efforts (albeit With respect to some other prod 
uct). Moreover, this is seen as particularly advantageous 
since this cross-polleniZation, in effect, eXposes this neW 
customer to company Y’s upsell products as described in 
more detail beloW, at virtually no additional eXpense. That 
is, While the commission for a sale of a company Y product 
to a company X customer is set and completed as of the sale 
of this base product, the customer is then offered one or more 
upsell products that have been determined likely to be of 
particular interest to a customer Who purchases this base 
product. Also, the transaction fee charged by the host may 
also be based solely on the sale of a base product. Any 
subsequent sale of upsell products, therefore, represents 
revenue entirely to company Y—from a company X cus 
tomer that Would likely not have otherWise even learn about 
company Y’s products. 
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[0053] Additionally, one embodiment of this method fur 
ther involves means for tracking the customer even outside 
of the Website environment. For instance, it is Well knoWn 
that a certain percentage of customers Will prefer to com 
plete a transaction using a more traditional method, even if 
they are comfortable to conduct their shopping over the 
Internet. Thus, each customer may be assigned a tracking 
code so that, if the customer elects ultimately to purchase a 
product by telephone or by mail, the telephone operator or 
mail-in order form Will ask for the customer’s tracking code. 
The tracking code Will contain suf?cient information to 
determine Which company’s store front Website the cus 
tomer had visited. In this Way, this company Will be credited 
for any purchase by the customer through a telephone 
operator or through the mail, and the company Will enjoy 
any commissions due it as otherWise described above. 

[0054] Alternatively, sufficient tracking code information 
could be derived from the telephone number or mailing 
address given to the client When the client chooses to 
purchase a product by telephone or by mail. That is, each 
participating company may also be assigned a number of 
telephone numbers and/or post office boxes. When a cus 
tomer shops over the Internet but elects to purchase a 
product by telephone or by mail instead of over the Internet, 
the customer Will be given a telephone number and/or 
mailing address to complete the sale. The telephone number 
and/or mailing address could then be selected on the basis of 
the tracking code or other means suf?cient to relay suf?cient 
information regarding Which store front Website brought the 
customer into the system. 

[0055] In addition, the system can also track customers by 
maintaining them Within the system, such as initially pro 
viding a customer service telephone number managed by the 
host company or organiZation, rather than any participating 
company. As a result, a customer that has a question While 
visiting the netWork of Websites Will reach the host organi 
Zation, rather than any participating company individually, 
and the host organiZation can thereby ansWer the customer’s 
questions and direct the bask to the system. Once a customer 
purchases a product, hoWever, the customer service tele 
phone number corresponding to the company supplying the 
purchased product may be printed on the thank you screen 
and in the email con?rmation. 

[0056] Also, the host Website may place a standard non 
invasive cookie or other tagging information on the custom 
er’s computer. As a result, even if the customer leaves the 
store front Website and returns many months later, the cookie 
or other information could be used to identify Which store 
front Website initially brought in this customer. As is cus 
tomary, the cookie Would stay on the customer’s computer 
system until it is deleted or corrupted by the customer or 
some third party, or until it is superseded by a subsequent 
cookie. That is, it is possible that the customer may in the 
future be attracted to the netWork of Websites as a result of 
an advertisement by another participating company. If this 
occurs, the Website address advertised by this other com 
pany Would be different from the Website of the earlier 
company. As a result, the tracking code for the customer and 
any cookie placed on the customer’s computer Would re?ect 
this neW Website address, and this neW participating com 
pany Would get any applicable commissions derived from 
any sale if lateral products. 
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[0057] Thus, in one embodiment, a DRA advertises a base 
product in an advertisement, promotion, or infomercial. The 
promotion could be a printed advertisement, or it could be 
broadcast on netWork television, cable, radio, or the Internet. 
The promotion indicates that customers may purchase the 
advertised product in a number of Ways, one of Which is 
through an Internet Website. An interested customer Who 
chooses to purchase the product over the Internet Would then 
type in an Internet Website address into his computer’s 
Internet softWare. 

[0058] When the customer types in the advertised Website 
address, the customer encounters the target company’s store 
front Web page, such as the one shoWn in FIG. 2. On this 
Web page, the customer easily ?nds the advertised base 
product “as seen on TV” or other advertisement, and he or 
she is guided through the simple steps necessary to purchase 
the product, such as entering a billing address and shipping 
address, etc. If the customer is a repeat customer, this 
transaction is even further streamlined by the use of previ 
ously stored information, such as in the form of a cookie, 
provided the customer has elected this option. The customer 
decides to purchase the advertised product, and completes 
the purchase of the product. Thus, the transaction is con 
summated With a minimum amount of effort by the cus 
tomer, and he or she is then charged for the purchase. 

[0059] Thereafter, the host Website offers for sale to the 
customer one or more items that are related in some Way to 

the base product, referred to herein as “upsell products.” The 
customer is free to purchase any one or more, or none, of 
these upsell products. If the customer elects not to buy any 
upsell products, or if the customer otherWise abandons the 
offer of upsell products, the upsell transaction is deemed to 
be not accepted, but the already consummated sale of the 
base products is not compromised and Will still be shipped 
to the customer, or a certi?cate of suf?cient nature to identify 
the service, if a service is purchased, such as a Warranty 
protection or other service. In the case of a base sale only, 
a email receipt may be sent to the customer informing the 
customer about only the consummated sale of the base 
products. HoWever, if any upsells Were purchased after the 
base sale transaction, they Will also be itemiZed in the email 
receipt along With the grand total of the noW consolidated 
sale. 

[0060] The multi-step sales process of the invention 
alloWs DRAs to keep the sale of the base products separate 
from the upsell products during the online transaction. By 
doing so, the base product sale is never compromised Which 
is another signi?cant improvement over conventional tele 
phone ordering methods. With telephone ordering methods, 
if a customer hangs up the telephone at anytime during the 
upsell transaction, the base sale transaction is usually con 
sidered abandoned and rescinded. Additionally, by treating 
the upsells as a separate sale online, DRAs are able to 
convert a large and more dif?cult sale into tWo smaller sales 
making the sales process much easier to convert. 

[0061] In an alternative embodiment of the present inven 
tion, each upsell product or service constitutes a separate and 
distinct transaction that is fully consummated before the 
customer is offered another upsell product or service. HoW 
ever, in order for the DRAs to process the Web orders in the 
same manner as the telephone orders, the ultimate sale must 
be consolidated so that the DRAs can bill and ship both the 
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base products and the upsells together as a single purchase 
Which is consistent With their normal business practices. 
This is an important distinction because otherWise DRAs 
Would have to change their billing and ful?llment practices 
Which Would be very expensive and time consuming. 

[0062] Alternatively, the customer may choose to shop 
around and purchase other products offered on subsequent 
Web pages. For eXample, the customer may click on the 
“Kitchen” hyperlink to vieW kitchen-related offerings. The 
store front Website, managed by the host Website, then 
displays a list of kitchen-related products available to pur 
chase. The list contains other offerings by the target com 
pany, by it also may contain one or more lateral products 
from other participating companies. An eXample of such a 
list is shoWn in FIG. 3. In FIG. 3, the “Perfect Omelet” and 
“Quick Chop” are products offered by the target company. 
One can tell that these tWo products are the target company’s 
products because they are also displayed on the target 
company’s store front Web page, FIG. 2. 

[0063] LikeWise, the subsequent Web pages may Well 
display other kitchen-related products of the target company, 
including ones that may or may not be selected by the target 
company to also be displayed on its store front Web page. In 
addition, hoWever, these subsequent Web pages may also 
display several other products, referred to herein as lateral 
products, of other participating companies. For eXample, the 
last product displayed in FIG. 3 is called the “Sportsman’s 
Dream Knife.” This product is a lateral product offered by 
another participating company. One can tell that this product 
is a lateral product offered for sale by another participating 
company because it is displayed on the store front Web page 
of another participating company, as shoWn in FIG. 4. For 
the sake of the discussion that folloWs, this other participat 
ing company Will be referred to herein as the lateral com 
pany or lateral organiZation. 

[0064] Acustomer of the target company, hoWever, Would 
not typically have any reason to concern him or herself With 
Which companies are offering Which products, and Would 
not typically enter the netWork of Websites through any 
Website address other than the address of the target com 
pany. The additional store front Website shoWn in FIG. 4, 
therefore, is shoWn simply to illustrate the interplay of 
participating companies, their products, and the display of 
these products Within the netWork of Websites all managed 
by the host Website. 

[0065] If a customer of the target company elects to 
purchase a “Sportsman’s Dream Knife,” he or she may do so 
simply by clicking on the “Order NoW” hyperlink. The script 
that folloWs is preset by the host company in connection 
With the desires of the lateral company. The target company 
Will have no involvement in the script With respect to this 
lateral product. Once the customer provides the necessary 
billing and shipping information and thereby veri?es the 
base purchase, the host Website displays a thank you WindoW 
at Which time the upsell process begins. At the point of the 
base sale consummation, the target company receives a 
commission for the sale, regardless of Whether any upsell 
products or services are purchased, and the host company 
receives a nominal transaction fee as described above. 

[0066] The host Website continues to deliver a script to the 
customer offering for sale to the customer one or more upsell 
items related in some Way to the lateral product. The 
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customer is free to purchase any one or more, or none, of 
these upsell products. If the customer elects not to buy any 
upsell products, or if the customer otherWise abandons the 
offer of upsell products, the upsell transaction is deemed to 
be not accepted, but the already consummated sale of the his 
lateral base product(s) is not compromised and Will still be 
shipped to the customer. In the case of a lateral base sale 
only, a email receipt may be sent to the customer informing 
the customer about only the consummated sale of the base 
products. HoWever, if any upsells Were purchased after the 
lateral base sale transaction, they Will also be itemiZed in the 
email receipt along With the grand total of the noW consoli 
dated sale. 

[0067] In one embodiment, the commission the target 
organiZation receives for the sale of lateral products is 
calculated on the basis of the lateral base product, and the 
target organiZation is entitled to the commission upon the 
consummation of the lateral base product sale. Alternatively, 
the commission may be based on the sale of any such upsell 
products as Well. In another preferred embodiment, the 
amount of the commission, as a practical matter, is based on 
a calculation by the lateral company or by the host company 
based on the revenue from the sale of the lateral base product 
plus the expected revenue from any upsell products related 
to the lateral base product, and the target organiZation is 
entitled to this commission at the consummation of the sale 
of the lateral base product. This amount may be derived from 
standard statistical models based on past sales, or it could be 
arrived at by other means acceptable to the lateral company 
and/or the host company. For instance, in the Ab Exercise 
eXample provided above, taken from the conventional call 
center model, the commission Was $24.95 even though the 
base sale itself Was $29.95. The commission can be this 
large due to the anticipated amount of the upsells. 

[0068] FIG. 6 shoWs another participating company’s 
store front Website. For the purposes of this application, this 
latter participating company Will be referred to herein as a 
competing company since it has one or more products that 
directly compete With products of the target company, and 
vice versa. In particular, as can be seen in FIGS. 2 and 3, 
the target company advertises a product called the “Perfect 
Omelet,” Whereas the competing company advertises a 
product called the “Omelet Wave,” as discussed above. 
While the competing company’s store front Website, shoWn 
in FIG. 6, does not display its “Omelet Wave,” this com 
peting product is displayed instead in the competing com 
pany’s subsequent Web pages When the “Kitchen” hyperlink 
is selected by the customer, such as is shoWn in FIG. 7. 
NoWhere in FIG. 3 is the target company’s “Perfect Omelet” 
product displayed. Likewise, noWhere in FIG. 7 is the 
competing company’s “Omelet Wave” product displayed. In 
this Way, a customer of the target company Will be more 
likely to purchase the target company’s “Perfect Omelet” 
product, and a customer of the competing company Will be 
more likely to purchase the competing company’s “Omelet 
Wave” product. Thus, even competing DRAs can participate 
since con?ict ?lters can be used so that participating orga 
niZations can restrict the products that appear so that other 
directly competing products do not appear With their oWn on 
any particular Web page When vieWed by their clients. 

[0069] In contrast, the lateral company does not offer an 
omelet making product of its oWn. As a result, its subsequent 
Web pages under its “Kitchen” hyperlink prominently dis 
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plays both the Omelet Wave product and the Perfect Omelet 
product for sale as shoWn in FIG. 5. Thus, under certain 
circumstances, a customer of this lateral company may 
purchase either omelet making product, and if he or she 
does, the lateral company Will receive a commission on the 
sale as previously discussed. Thus, Where a product of the 
target company directly competes With a product of another 
participating company, the product of the target company 
Will be displayed and not the competing product. 

[0070] Where the target company does not offer a product 
that competes With respect to tWo lateral products that 
directly compete With each other, the target company is 
neutral With respect to these tWo lateral products, and thus 
both competing products may be equally offered to the target 
company’s customers or the ?rst such competing product 
may enjoy a priority depending on the arrangements made 
by the host organiZation. In this Way, con?icts due to directly 
competing products are avoided only Where the target com 
pany has a direct ?nancial interest. In other instances, the 
customers of participating lateral organiZations that do not 
have a directly competing product may be offered a lateral 
product from a participating lateral organiZation that Was 
“?rst to enter the netWork” over a directly competing 
product from another participating organiZation. In yet other 
instances, the competing products may simply compete side 
by side to customers of a target organiZation that does not 
have a similarly competing product, and the target organi 
Zation Will enjoy a commission upon a sale of either com 
peting product. 

[0071] Where a customer orders one or more target prod 
ucts as Well as one or more lateral products, the sale of the 
target product is effectively transacted by the target organi 
Zation, and sale of the lateral company is effectively trans 
acted by the lateral organiZation. LikeWise, the target prod 
uct, or certi?cate identifying the target service(s), including 
any upsell products or certi?cates identifying the upsell 
service(s), are consolidated and delivered from the ful?ll 
ment house of the target organiZation; Whereas the lateral 
product, or certi?cate identifying the lateral service(s), 
including any upsell products or certi?cates identifying the 
upsell service(s), are consolidated and delivered from the 
ful?llment house of the lateral organiZation. 

[0072] This approach can also be integrated With a method 
of upselling of additional products or services once a base 
product or service is sold in keeping With Applicant’s 
co-pending application ?led Apr. 19, 2002 entitled SYS 
TEM OF UPSELLING IN A COMPUTER NETWORK 
ENVIRONMENT, serial number not yet assigned. That 
application, including its description, is incorporated herein 
by reference. 

[0073] While the present invention has been described 
With regards to particular embodiments, it is recogniZed that 
additional variations of the present invention may be devised 
Without departing from the inventive concept. 

What is claimed is: 
1. A method of alloWing interactive selling of products or 

services over a global computer netWork by a plurality of 
normally competing and participating organiZations, com 
prising the steps of: 

advertising for sale by a target organiZation of one or 
more of its target products or services and offering to 
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transact a sale of said target product or service through 
a target Website in a global computer network; 

displaying one or more Web pages Which display lateral 
products or services for sale by participating lateral 
organiZations; and 

alloWing those participating lateral organiZations to 
thereby offer for sale their lateral products or services. 

2. The method as set forth in claim 1, further comprising 
the step of completing a sale of one or more lateral products 
or services. 

3. The method as set forth in claim 1, further comprising 
the step of offering for sale all such lateral products or 
services through said target Website. 

4. The method as set forth in claim 1, further comprising 
the step of offering for sale all such lateral products or 
services through a host Website informationally connected to 
said target Website. 

5. The method as set forth in claim 1, further comprising 
sharing revenue from said sale of said one or more lateral 
product or service With said target organiZation. 

6. The method as set forth in claim 2, Wherein said 
revenue sharing comprises a payment to the organiZation 
selling the lateral products or services for the price of the 
lateral products or services With a commission therefrom to 
the bene?t of the target organiZation. 

7. The method as set forth in claim 2, further comprising 
the step of alloWing for delivery of the lateral products or 
services through the organiZations offering such lateral prod 
ucts or services and delivery of a target product or service, 
if purchased, through said target organiZation. 

8. The method as set forth in claim 1, Wherein the lateral 
organiZation is a direct competitor of the target organiZation. 

9. The method as set forth in claim 2, further comprising 
the step of selectively removing from the display of lateral 
products or services one or more product or service of said 
lateral organiZation that directly compete With a product or 
service of said target organiZation. 

10. The method as set forth in claim 1, further comprising 
the steps of completing a sale of a target product or service: 

thereafter offering for sale one or more upsell products or 
services as a separate and distinct transaction from the 
sale of the target product or service; 

completing said sale of said accepted upsell products or 
services; 

consolidating the sale of said target product or service and 
the sale of said upsell products or services. 

11. A method of increasing the number of products and 
services marketed and sold over a global computer netWork 
to an organiZation’s customers, comprising the steps of: 

displaying a target product or service for sale by a target 
organiZation; 

offering to transact a sale of said target product or service 
through a target Website in a global computer netWork; 

displaying one or more subsequent Web pages comprising 
displays of one or more lateral products or services 
offered for sale by one or more lateral organiZations; 
and 

alloWing for sale of the one or more lateral products or 
services through the Website of the target organiZation 
such that a customer can purchase through the Website 
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of the target organiZation such displayed lateral prod 
ucts or services and Which thereby alloWs the target 
organiZation to increase the content of products or 
services offered through the target Website not normally 
offered by the target organiZation. 

12. The method as set forth in claim 11, Wherein the 
displayed lateral products or services are not normally 
offered by the target organiZation. 

13. The method as set forth in claim 11, Wherein the other 
lateral organiZation is a direct competitor of the target 
organiZation. 

14. The method as set forth in claim 11, further compris 
ing revenue sharing to any organiZation Whose products or 
services are sold over the Website of the party offering the 
target product or service. 

15. The method as set forth in claim 13, further compris 
ing the step of selectively removing from said displays of 
one or more lateral products or services of said other 
organiZation that directly compete With a product or service 
of said target organiZation. 

16. The method as set forth in claim 14, Wherein said 
revenue sharing, comprises a payment to the organiZation 
selling the lateral products or services for the price of the 
lateral product or service With a commission therefrom to 
the bene?t of the target organiZation. 

17. The method as set forth in claim 14, further compris 
ing the step of alloWing for delivery of the lateral products 
or services through the lateral organiZation offering such 
lateral products or services and delivery of the target product 
or service through the organiZation offering such target 
product or service. 

18. The method as set forth in claim 17, further compris 
ing the steps of: 

alloWing for delivery of the lateral products or services 
through the lateral organiZation offering such lateral 
products or services and delivery of the target product 
or service through the organiZation offering such target 
product or service; and 

causing payment by a customer of such products or 
services to the respective organiZation to Who offered 
such products or services. 

19. The method as set forth in claim 10, further compris 
ing the steps of: 

completing a sale of target product service 

thereafter offering for sale one or more upsell products or 
services as a separate and distinct transaction from the 
sale of the target product or service; 

completing said sale of said accepted upsell products or 
services; 

consolidating the sale of said target product or service and 
the sale of said upsell products or services. 

20. A method of revenue sharing of sales over a global 
computer netWork, comprising the steps of: 

displaying a target product or service for sale by a target 
organiZation; 

offering to transact a sale of said target product or service 
through a target Website in a global computer netWork; 

displaying one or more Websites having displays of one or 
more lateral products or services normally offered for 
sale by other lateral organiZations; and 
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allowing for sale of the one or more lateral products or 
services through the Website of the target organization 
With revenue sharing to the lateral organiZation Whose 
product or service is sold and the target organiZation. 

21. The method as set forth in claim 20, further compris 
ing the step of allocating revenue to the lateral organiZation 
for lateral products or services sold and allocating a com 
mission to the target organiZation. 

22. The method as set forth in claim 20, further compris 
ing the step of alloWing for delivery of the lateral products 
or services through the lateral organiZations offering such 
lateral products or services and delivery of the target product 
or service through the target organiZation offering said target 
product or service. 

23. The method as set forth in claim 22, further compris 
ing the steps of: 

alloWing for delivery of the lateral products or services 
through the lateral organiZations offering such lateral 
products or services and delivery of the target product 
or service through the target organiZation offering said 
product or service; and 

causing payment by a customer of each product or service 
to the respective organiZations Who offered such prod 
ucts or services. 

24. The method as set forth in claim 20, Wherein the 
lateral organiZation is a direct competitor of the target 
organiZation. 

25. The method as set forth in claim 24, further compris 
ing the step of selectively removing from said displays of 
one or more lateral products or services of said lateral 
organiZation that directly compete With a product or service 
of said target organiZation. 

26. The method as set forth in claim 20, further compris 
ing the steps of completing a sale of a target product or 
service: 

thereafter offering for sale one or more upsell products or 
services as a separate and distinct transaction from the 
sale of the target product or service. 

27. The method of revenue sharing of sales over a global 
computer network, comprising the steps of: 

advertising a target product or service for sale by a target 
company; 

offering to transact a sale of said target product or service 
through a target Website in a global computer netWork; 

receiving an instruction from a customer to visit the target 

Website; 

displaying said target product or service on the target 
Website; 

displaying one or more subsequent Web pages of a lateral 
organiZation Which displays lateral products or services 
for sale by other participating lateral organiZations; 

receiving an instruction from the customer to purchase a 
product or service; and 

determining Whether said target company is entitled to a 
commission on said sale. 

28. The method as set forth in claim 27, Wherein one or 
more of said other participating companies are direct com 
petitors of said target company. 
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29. The method as set forth in claim 27, further compris 
ing the steps of: 

maintaining customer information comprising a code to a 
corresponding target Website; 

maintaining product information comprising a supplier 
code, a price, and a commission amount for each 
product purchased by a customer; and 

comparing said customer information and said product 
information for said purchased product to determine 
Whether said target company is entitled to a commis 
sion on said sale. 

30. The method as set forth in claim 27, further compris 
ing the step of removing from said displays of lateral 
products one or more products of said other participating 
companies that directly compete With a product of said target 
company. 

31. The method as set forth in claim 27, further compris 
ing the step of: 

completing said sale of said purchased products; 

thereafter offering for sale one or more upsell products; 

receiving an instruction from a customer accepting said 
one of said offers for sale of said one or more upsell 
products; and 

shipping accepted upsell products With said purchased 
product. 

32. The method of revenue sharing of sales over a global 
computer netWork comprising: 

selling a base product or service to a customer and 
completing the sale thereof; and 

thereafter offering and attempting to sell one or more 
upsell products or services to the customer and then 
completing any sale thereof While keeping the sale of 
the base product or service completely separate from 
any sale of an upsell product or service to thereby 
reduce compromise of a sale of the base product or 
service. 

33. The method of revenue sharing of sales as set forth in 
claim 32, further comprising the step of consolidating the 
sale of the base product or service and any sale of the upsell 
products or services after completion of the sales thereof. 

34. The method of revenue sharing of sales as set forth in 
claim 33, Wherein the step of providing subsequent consoli 
dation of sales of the products or services and noti?cation to 
the customer comprises determining and advising the cus 
tomer of the total price of said base product or service and 
any upsell products or services. 

35. A method of revenue sharing of sales over a global 
computer netWork, comprising the steps of: 

advertising a base product for sale by a target company; 

offering to transact a sale of said base product through a 
target Website in a global computer netWork; 

receiving an instruction from a customer to visit the target 

Website; 
displaying said base product on the target Website; 

displaying one or more hyperlinks to subsequent Web 
pages, said subsequent Web pages comprising displays 
of lateral products for sale by other participating com 
panies; 
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maintaining customer information comprising a code cor 
responding to the target Website; 

receiving an instruction from the customer to purchase a 
product; 

maintaining product information comprising a supplier 
code, a price, and a commission amount for each 
product; and 

comparing said customer information and said product 
information for said purchased product to determine 
Whether said target company is entitled to a commis 
sion on said sale. 

36. Amethod as set forth in claim 35, Wherein one or more 
of said other participating companies are direct competitors 
of said target company. 

37. A method as set forth in claim 35, further comprising 
the step of removing from said displays of lateral products 
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one or more products of said other participating companies 
that directly compete With a product of said target company. 

38. A method as set forth in claim 35, further comprising 
the steps of: 

completing said sale of said purchased product; 

thereafter offering for sale one or more upsell products; 

receiving an instruction from a customer accepting said 
one of said offers for sale of said one or more upsell 
products; 

completing said sale of said accepted upsell products; and 

shipping accepted upsell products With said purchased 
product. 


